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CT  HE  man  who  wants  a garden  fair, 
Q ) Or  small  or  very  big, 

With  flowers  growing  here  and  there, 
Must  bend  his  back  and  dig. 
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GOING  STRONG 

T doesn't  seem  more  than  a day 
or  two  ago  that  we  sat  down  and 
recorded  a few  impressions  as  we 
were  about  to  take  the  step  into 
a New  Year.  What  a bromide  it  is 
to  say,  “How  time  flies!” 

Of  course,  looking  ahead,  there  is  the  nat- 
ural inclination  to  begin  checking  off  various 
items  in  relation  to  resolutions — “I’ll  be  more 
of  this  and  less  of  that”  we  say  and  then,  after 
about  ten  and  a half  days,  we’re  not  doing  either 
and  we  begin  performing,  like  the  trained  things 
of  habit  we  are,  along  just  about  the  usual 
lines. 

Business  has  been  such  a varied  and  up  and 
down  kind  of  thing  during  the  past  few  years. 
We  left  slump  and  “no  business”  conditions 
to  find  ourselves  working  with  a frenzied 
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desperation  to  supply  enough  of  anything. 
Then  we  took  a little  rest  to  celebrate  and 
relieve  the  strain ; but  couldn’t  resist  the  demand 
»much  longer  and  were  soon  working  at  top  speed 
and  top  prices.  We  flew,  we  soared,  we  hit 
the  high  altitudes  and  then  we  crashed — be- 
fore we  could  count  six. 


We  then  began  picking  our  roads  more  care- 
fully; we  were  not  pounding  the  accelerator 
all  the  time,  we  would  slow  down  for  hills  and 
instead  of  on  two  wheels,  we  were  taking  the 
turns  with  our  foot  near  the  brake  and  on 
the  whole  made  pretty  good  progress,  with 
our  eyes  on  the  road — looking  forward.  We’ve 
all  been  pulling  ourselves  together  and  get- 
ting under  way  again  with  less  froth,  bubble 
and  “devil-may-care”  to  our  driving. 

So,  all  in  all,  if  1923  doesn't  represent  good 
business,  it  will  be  because  of  something 
unforeseen.  Steady  concentrated  effort  with 
enough  push  and  pull  will  make  for  victory  and 
success. 

Yes ! 1 923  looks  altogether  like  a big  item  on 
the  credit  side  of  “Happiness;”  but  a few  good 
and  better  resolutions,  actually  carried  out  in 
our  business  practice,  will  help  most  of  us  to 
even  greater  success. 
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SHOWING  and  SELLING 


HERE’S  something  every  sales  and  ad- 
vertising department  can  do  to  increase 
sales  and  profits  during  1923. 

“Intensive  effort,’’  “mopping  up”  of  terri- 
tories and  the  policy  of  getting  to  the  very  heart 
of  refusals  to  buy  will  bring  sales  this  year  that 
have  not  been  materializing. 

Let  the  home  office  force  make  an  analysis, 
a real  one,  of  buyers’  reasons  for  purchasing 
and  for  refusing  to  buy. 

Collect  these  reasons  under  different  heads. 
Group  them  by  territory  and  by  mailing  list. 
Take  the  first  half  dozen  most  important  ob- 
jections and  prepare  sound  arguments  and 
suggestions  to  overcome  these  negative  at- 
titudes. Then,  let  the  sales’  staff  learn  them 
and  start  putting  them  before  the  buyers. 

Provide  the  salesmen  on  the  road  with  print- 
ed forms,  which  require  nothing  more  than  a 
few  ticks  to  give  a summary  of  the  condition 
with  any  prospect.  Have  them  mailed  back 
to  the  head  office  and  then  bombard  Mr. 
Prospect  with  folder,  pamphlet  and  booklet 
through  the  mails  with  the  kind  of  argument 
to  meet  his  case. 


When  Mr.  Salesman  calls  again,  Mr.  Pros- 
pect should  be  convinced  or  will  be  about  ready 
to  admit  his  real  objection. 

To  find  a buyer’s  real  objection  to  buying 
is  to  arrive  half  way  to  a sale;  because  then 
you  can  “show”  him  instead  of  “sell”  him. 
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PAPER  ? 

HEN  any  piece  of  printing  is  planned 
one  of  the  first  questions  which  arises 
is  what  paper  will  we  use. 

few  points  are  suggested  which  show  how 
and  what  conditions  bear  on  the  choice. 

Letterheads — Compare  quality  in  relation  to 
the  standing  of  your  own  institution,  compare 
in  relation  to  what  purpose — Executive,  Gen- 
eral Correspondence  or  Sales  Letters.  Con- 
sider type  of  recipient  and  of  sales  letters, 
nature  of  offering,  method  of  printing  or  litho- 
graphy and  use  of  illustrations — also  number 
of  colors.  Also  consider  value  of  use  of  color 
in  the  paper  itself. 

Booklets  and  Folders  etc.  First  consider. 
COVER.  Compare  finish  in  relation  to  art 
work,  illustration  design,  engravings  (line,  half- 
tone color)  strength  and  appearance  of  paper 
itself,  service  to  the  purpose  planned.  Com- 
pare in  relation  to  weight  (bulk)  size  and  color 
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of  inside  pages.  Also  consider  method  of  mail- 
ing and  distribution  and  how  book  is  to  be 
bound,  wire  stitched  or  sewn  or  pasted  on  cover. 


Inside  or  Text.  Compare  ANT  I QUE  (rough 
dull  finish,  soft  and  non-reflecting)  COATED 
(smooth  highly  glossy)  Super-calendered,  Ma- 
chine Finish.  Super-calendered  is  more  highly 
finished  for  halftones — see  again  COVER  for 
comparisons  re  engravings,  strength,  appear- 
ance, service  to  purpose,  weight,  etc. 

If  piece  is  to  be  distributed  by  mail  by  all 
means  get  a dummy  made  up  of  actual  papers 
to  be  used  and  weigh  it  before  final  decisions 
are  made. 


It  isn’t  enough  to  say  in  our  hearts  that  we  like 
a man  for  his  ways. 

It  isn’t  enough  that  we  fill  our  minds  with  peans 
of  silent  praise. 

Nor  is  it  enough  that  we  honour  man,  as  our 
confidence  upwards  mounts — 

It's  going  right  up  to  the  man  himself  and 
telling  him  so,  that  counts. 

If  a man  does  a work  you  really  admire,  don’t 
leave  a kind  word  unsaid 
In  fear  that  to  do  so  might  make  him  vain, 
and  cause  him  to  “lose  his  head;” 

But  reach  out  your  hand  and  tell  him,  “Well 
done,”  and  see  how  his  gratitude  swells. 

It  isn’t  the  flowers  we  strew  on  the  grave — it’s 
the  work  to  the  living  that  tells. 

— Anon,  Independence. 
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FEATURING  THE  CATALOGUE 
and  THE  PRICE  LIST 

A SUGGESTION  WHICH  PUTS  IT  TO  WORK  AT  ONCE 

AT  luncheons  and  dinners  before  the 
speaker  of  the  occasion  is  called  upon 
he  is  always  introduced — the  stage  is 
properly  set  for  his  efforts. 

For  the  same  and  other  reasons  it  is  a good 
plan  to  use  the  direct  personal  contact  value 
of  the  letter  at  the  time  of  catalogue  and  price 
list  distribution.  Mail  the  letter  to  reach  the 
prospect  one  day  previous  to  the  catalogue. 

The  use  of  a letter  opens  the  way — being 
first  class  mail  it  reaches  the  right  destination, 
makes  the  prospect  expect  the  catalogue,  and 
gives  you  a chance  to  make  a courteous  acknowl- 
edgment if  the  catalogue  is  sent  as  a result  of 
inquiry  received.  If  the  catalogue  is  not  re- 
ceived the  letter  will  generally  bring  information 
to  that  effect  which  is  valuable  to  you. 

Also,  you  can  in  your  letter  suggest  a special 
offering  or  new  features  as  shown  on  certain 
pages.  This  results  in  the  inspection  of  the 
book  on  receipt  and  brings  the  prospect  im- 
mediately in  contact  with  your  products. 

Don’t  neglect  the  possibilities  of  such  a 
letter.  Its  value  is  many  times  greater  than 
the  small  expense — particularly  with  catalogues 
and  price  lists  representing  substantial  ex- 
penditure. 
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To  apologize. 

To  begin  over. 

To  be  unselfish. 

To  take  advice, 

To  admit  error, 

To  face  a sneer. 

To  be  considerate, 

To  keep  on  trying, 

To  avoid  mistakes, 

To  endure  success, 

To  keep  out  of  the  rut. 

To  think  and  then  act, 

To  forgive  and  forget, 

To  make  the  best  of  little. 

To  subdue  an  unruly  temper, 

To  maintain  a high  standard. 
To  shoulder  a deserved  blame, 
To  recognize  the  silver  lining — 
But  it  always  pays.  — Ex. 


IN  the  same  way  that  publication  ad- 
vertising (newspaper  and  magazine)  has 
made  the  distribution  of  an  expensive 
booklet  economical  by  limiting  inquiries  to 
actual  interest,  so  also  has  the  booklet  made 
successful  publication  effort,  by  enabling  the 
advertiser  to  tell  his  sales’  story  in  complete- 
ness at  one  sitting. 
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WHAT’S  NEXT? 

FAR  be  it  from  us  to  appear  on  this  muddled 
grey  horizon  as  long-robed  prophets.  We 
belong  to  no  clan  of  soothsayers.  We’re 
just  good  paper  makers. 

* * * 


Perhaps  France,  having  failed  with  her  dun- 
ning letters  will  succeed  with  the  aid  of  col- 
lector and  sheriff.  Perhaps  the  Far  East  will 
recognize  that  the  West  is  worth  considering 
after  all  and  that  tolerance  is  preferable  to  war. 
Perhaps  the  wave  of  great  prosperity  will  mat- 
erialize so  that  we  will  all  make  money  and 
no  one  will  have  to  work — but  on  any  of  these 
counts  all  we  will  prophesy  is  “perhaps”  or 
“on  the  other  hand.” 

So,  let’s  leave  the  uncertain  and  stick  to 
coming  events.  An  early  Easter  seems  to  fore- 
cast the  finish  of  winter  and  the  coming  of 
spring,  which  means  business  activity — new 
clothes!  People  are  still  buying  them.  New 
homes!  People  will  move  as  usual  and  build- 
ing will  be  more  active.  Fresh  paint  can’t 
stay  in  cans  when  warm  mellow  days  come 
around  and  budding  nature  makes  drab  the 
tints  of  yester  year. 

Of  course,  new  motors  will  be  delivered  al- 
most on  time  and  tires  and  oil  and  gasoline 
will  be  needed.  There’ll  also  be  showers — and 
umbrellas,  rubbers  and  raincoats  will  be  bought. 
Fishing  tackle  and  sporting  goods  will  be 
actively  engaged  in  entertaining  the  eager 
male  and  female.  Ships  will  come  sailing  up 
from  the  sea ; farms  will  be  planted — and  people 
will  soon  begin  talking  of  summer  and  vacations. 


If  anyone  comes  around  these  days  cussing 
our  Canadian  weather  and  seasons,  because 
of  a temporary  attack  of  grippe  or  cold,  just 
look  him  coldly  in  the  eye  and  tell  him  to 
forget  it.  Four  well  differentiated  seasons  are 
just  about  the  best  annual  business  stimulant 
and  tonic  we  could  ask  for,  whether  “times” 
are  good  or  bad. 

Just  lay  aside  the  European  puzzle  for  mom- 
ents of  recreation  and  remember  that  the 
next  thing  on  the  programme  is  Spring  and 
Summer  business;  for  “them  what  gets  after 
it  generally  gets  it.” 

We  have  not  studied  marketing  as  we  should. 
Many  a manufacturer,  who  has  not  stopped  to 
analyze  his  territorial  selling  costs,  would  find 
a variation  of  from  5 per  cent  in  the  most  fav- 
ourable to  60  per  cent  in  the  least  favourable 
section.  In  one  case  a manufacturer  found 
that  it  cost  him  40  per  cent  to  sell  in  one 
section  and  60  per  cent  in  another,  the  profits 
from  sales  in  the  one  being  taken  for  sales’ 
promotion  in  the  other. 

A. 

W 

We  must  learn  to  study  marketing  not  in 
the  mass  but  in  individual  cases.  We  must 
learn  to  put  more  into  our  advertising  copy  so 
as  to  take  more  out  of  our  advertising.  We 
must  find  why  certain  people  have  certain  pref- 
erences and  plan  our  sales  work  accordingly. 
Through  keen  analysis  of  individual  problems 
we  must  proceed,  step  by  step,  as  an  engineer 
does  with  an  engineering  problem. 

— Harry  Tipper  in  Associated  Advertising. 


THERE’S  one  New  Year’s  resolution  we 
can  all  make,  that  is,  to  cut  out 
waste.  No!  We  don’t  mean  the  waste 
of  extravagance.  That’s  about  gone.  The 
waste  item  which  suggests  itself  is  one  of 
omission,  not  commission,  and  applies  particu- 
larly to  advertising. 

It’s  that  phase  of  an  advertising  campaign 
which  doesn’t  tie  the  string  of  “offering”  to 
the  “hook”  of  sales. 

It’s  that  gap  in  the  presentation  which  tries 
to  sell  without  telling  how  to  buy. 

It’s  the  break  that  comes  between  “suggestion” 
without  strongly  emphasizing  the  “whys”  to 
the  buyer,  so  that  hard-earned  Canadian  dol- 
lars are  willingly  changed  for  the  product. 

It’s  the  “hit  or  miss  tell  a million  and  not 
sell  twelve”. 

It  may  be  lack  of  mass  presentation  to  stir 
interest. 

It  may  be  failure  to  co-operate  with  the  deal- 
er in  his  own  “first  interest  or  profit”  phase. 

It  might  be  lack  of  instruction  to  the  dealer 


on  “how  to  sell”  or  to  the  consumer  as  to  “how 
to  use.” 


It  may  be,  and  often  is,  a gap  between  first 
presentation  and  final  conviction,  such  as  is 
caused  by  announcement  without  the  intel- 
ligent intensive  supply  of  details. 

People,  to-day,  ready  buyers  within  reason, 
like  to  know  “all  about  it”  before  they  part 
with  any  money. 

If  you  can  get  a prospect  to  give  ten  minutes 
to  reading  your  whole  Sales’  story  at  one  time — 
you  can  sell  him  if  he  has  the  money  and  wants 
to  buy.  A booklet  has  made  many  a con- 
sumer fairly  itch  to  trade  money  for  a possession. 


HE  is  a clever  man,  my  printer,  whom  I 
discovered  several  years  ago,  and  whom 
I have  insisted  on  sticking  to  ever 
since.  They  say,  “He  is  a little  dearer.” 
“Well,”  I answer,  “ought  he  not  to  be,  being 
considerably  better?” 

— Thomas  Carlyle. 


Could  a man  be  secure 
That  his  days  would  endure 
As  of  old,  for  a thousand  long  years. 
What  things  might  he  know! 

What  deeds  might  he  do ! 

And  all  without  hurry  or  care. 

— Old  Song. 
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WHAT  ADDISON  THOUGHT  OF  PAPER 
AS  PRINTED  IN  THE  “SPECTATOR" 
IN  1712 


OjUR  Paper  Manufacture  takes  into  it 
several  mean  Materials  which  could  be 
put  to  no  other  use  and  affords  Work 
for  several  Hands  in  the  collecting  of  them, 
which  are  incapable  of  any  other  Employment. 
Those  poor  Retailers,  whom  we  see  so  busie  in 
every  Street,  deliver  in  their  respective  Glean- 
ings to  the  Merchant.  The  Merchant  carries 
them  in  Loads  to  the  Paper-Mill,  where  they 
pass  through  a fresh  Set  of  Hands  and  give 
Life  to  another  Trade.  Those  who  have  Mills 
on  their  Estates  by  this  Means  considerably 
raise  their  Rents  and  the  whole  Nation  is  in  a 
great  Measure  supplied  with  a Manufacture 
for  which  formerly  she  was  obliged  to  her 
Neighbours. 

The  Materials  are  no  sooner  wrought  into 
Paper  but  they  are  distributed  among  the 
Presses,  where  they  again  set  innumerable 
Artists  at  work  and  furnish  Business  to  another 
Mystery.  From  hence,  accordingly  as  they 
are  stained  with  News  or  Politicks,  they  fly 
thro’  the  Town  in  Post-Men,  Post-Boys,  Daily- 
Courants,  Reviews,  Medleys  and  Examiners. 
Men,  Women  and  Children  contend  who  shall 
be  the  first  Bearers  of  them  and  get  their  daily 
Sustenance  by  spreading  them.  In  short,  when 
I trace  in  my  Mind  a Bundle  of  Rags  to  a Quire 
of  Spectators,  I find  so  many  Hands  employ’d 
in  every  Step  they  take  through  their  whole 


Progress  that,  while  I am  writing  a Spectator, 
I fancy  myself  providing  Bread  fora  Multitude. 


If  I do  not  take  care  to  obviate  some  of  my 
witty  Readers,  they  will  be  apt  to  tell  me  that 
my  Paper,  after  it  is  thus  printed  and  pub- 
lished, is  still  beneficial  to  the  Publick  on 
several  Occasions.  I must  confess  I have 
lighted  my  Pipe  with  my  own  Works  for  this 
Twelve-month  past:  My  Landlady  often  sends 
up  her  little  Daughter  to  desire  some  of  my  old 
Spectators  and  has  frequently  told  me  that 
the  Paper  they  are  printed  on  is  the  best  in  the 
world  to  Wrap  Spice  in.  They  likewise  make 
a good  Foundation  for  a Mutton-Pye,  as  I have 
more  than  once  experienced,  and  were  very 
much  sought  for  last  Christmas  by  the  whole 
Neighbourhood. 

It  is  pleasant  enough  to  consider  the  Changes 
that  a Linnen  Fragment  undergoes  by  passing 
through  the  several  Hands  above-mentioned. 
The  finest  Pieces  of  Holland,  when  worn  to 
Tatters,  assume  a new  Whiteness  more  beautiful 
than  their  first  and  often  return  in  the  Shape  of 
Letters  to  their  Native  Country.  A Lady’s 
Shift  may  be  metamorphosed  into  Billets  doux 
and  come  into  her  Possession  a second  time. 
A Beau  may  peruse  his  Cravat  after  it  is  worn 
out,  with  greater  Pleasure  and  Advantage  than 
ever  he  did  in  a Glass.  In  a Word,  a Piece  of 
Cloth,  after  having  officiated  for  some  Years 
as  a Towel  or  a Napkin,  may  by  this  Means 
be  raised  and  become  the  most  valuable  Piece 
of  Furniture  in  a Prince’s  Cabinet. 
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The  politest  Nations  of  Europe  have  endeav- 
oured to  vie  with  one  another  for  the  Reputa- 
tion of  the  finest  Printing:  Absolute  Govern- 
ments, as  well  as  Republicks,  have  encouraged 
an  Art  which  seems  to  be  the  noblest  and  most 
beneficial  that  was  ever  invented  among  the  Sons 
of  Men.  The  present  King  of  France,  in  his  Pur- 
suits after  Glory,  has  particularly  distinguished 
himself  by  the  promoting  of  this  useful  Art, 
insomuch  that  several  Books  have  been  printed 
in  the  Louvre  at  his  own  Expence,  upon  which 
he  sets  so  great  a Value  that  he  considers  them 
as  the  noblest  Presents  he  can  make  to  foreign 
Princes  and  Ambassadors.  If  we  look  into  the 
Commonwealths  of  Holland  and  Venice,  we 
shall  find  that  in  this  Particular  they  have  made 
themselves  the  Envy  of  the  greatest  monarchies. 
Elzever  and  Aldus  are  more  frequently  men- 
tioned than  any  Pensioner  of  the  one  or  Doge 
of  the  other. 


The  several  Presses  which  are  now  in  England 
and  the  great  Encouragement  which  has  been 
given  to  Learning  for  some  Years  last  past, 
has  made  our  own  Nation  as  glorious  upon 
this  Account,  as  for  its  late  Triumphs  and 
Conquests.  The  new  Edition  which  is  given 
us  of  Caesar’s  Commentaries,  has  already  been 
taken  Notice  of  in  foreign  Gazettes  and  is  a 
Work  that  does  Honour  to  the  English  Press. 
It  is  no  wonder  that  an  Edition  should  be 
very  correct,  which  has  passed  through  the 
Hands  of  one  of  the  most  accurate,  learned 
and  judicious  Writers  this  Age  has  produced. 
The  Beauty  of  the  Paper,  of  the  Character, 


and  of  the  several  Cuts  with  which  this  noble 
Work  is  Illustrated,  makes  it  the  finest  Book 
that  1 have  ever  seen:  and  is  a true  Instance  of 
the  English  Genius  which  though  it  does  not 
come  the  first  into  any  Art,  generally  carries 
it  to  greater  Heights  than  any  other  Country 
in  the  World.  I am  particularly  glad  that 
this  Author  comes  from  a British  Printing- 
house  in  so  great  Magnificence,  as  he  is  the 
first  who  has  given  us  any  tolerable  Account 
of  our  Country. 

My  illiterate  Readers,  if  any  such  there  are, 
will  be  surprized  to  hear  me  talk  of  Learning 
as  the  Glory  of  a Nation,  and  of  Printing  as  an 
Art  that  gains  a Reputation  to  a People  among 
whom  it  flourishes.  When  Men’s  Thoughts 
are  taken  up  with  Avarice  and  Ambition,  they 
cannot  look  upon  any  thing  as  great  or  valuable, 
which  does  not  bring  with  it  an  extraordinary 
Power  or  Interest  to  the  Person  who  is  con- 
cerned in  it.  But,  as  I shall  never  sink  this 
Paper  so  far  as  to  engage  with  Goths  and  Van- 
dals, I shall  only  regard  such  kind  of  Reasoners 
with  that  Pity  which  is  due  to  so  deplorable  a 
Degree  of  Stupidity  and  Ignorance. 

— Spectator  No.  367. 

Thursday , May  1st,  1712. 


While  in  the  days  of  Addison  any  rag  seemed  to  suffice, 
to-day  this  condition  no  longer  exists.  In  high  grade  papers 
new  rags  are  used  exclusively,  as  they  come  in  clippings 
from  linen  and  textile  mills  and  such  supply  has 
developed  into  a large  business  in  itself. 


Do  not,  for  one  repulse,  forego  the  purpose 
That  you  resolv'd  to  effect. 

— Shakespeare. 

* * * 

The  conditions  of  conquest  are  always  easy. 
We  have  but  to  toil  awhile,  endure  awhile, 
believe  always  and  never  turn  back. 

— Simms. 

* * * 


There  is  nothing  more  fearful  than  imag- 
ination without  taste. 

— Goethe. 


“This  morning  I found  a purse!” 

“Did  you  take  it  back  to  the  owner?” 

“No.  He  offered  a reward  and  it  hurt  my 
pride.” 

* * * 


To-day’s  successes  are  built  by  yesterday’s 
preparations. 

To-morrow’s  successes  will  come  from  to- 
day’s hustling. 

— Adam’s  Impressions. 


* * * 


Sales  that  come  from  an  effort  to  sell  haven’t 
as  much  value  as  sales  that  come  from  a desire 
to  buy.  The  best  advertising  cultivates  the 
roots  of  buying. 

— Ex. 
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